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This communication contains information and
forward-looking statements about Labiana. It also
includes financial projections and estimates with
their underlying assumptions, statements
regarding plans, objectives, and expectations
regarding future operations, investments,
synergies, products and services, and statements
regarding future results. Forward-looking
statements are not historical facts and are
generally identified by the use of terms such as
"expects," "anticipates," "believes," "intends,"
"estimates" and similar expressions. While
Labiana believes that the expectations contained
in such statements are reasonable, investors and
shareholders of Labiana are cautioned that
forward-looking information and statements are
subject to risks and uncertainties, many of which
are difficult to predict and generally beyond
Labiana's control, which could cause actual
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results and developments to differ materially from
those expressed, implied or projected in the
forward-looking information and statements. Such
risks and uncertainties include those identified in
documents submitted by Labiana to BME Growth
that are publicly available. It is recommended not
to make decisions based on forward-looking
statements, as they speak only as of the date on
which they were made, do not constitute any
guarantee of future results and have not been
reviewed by Labiana's auditors. All oral or written
forward-looking statements or representations
made by Labiana or any of its board members,
officers, employees or agents are expressly
qualified by the cautionary statements made. The
forward-looking statements included in this
document are based on information available to
Labiana as of the date of this communication.
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An integrated global company in the Animal and Human
Health industry with an extensive portfolio of trusted long-
term partnerships with Tier-1clients and a diversified portfolio
of products and businesses, in both Animal and Human Health.

Growth Favorable industry

Unique strengths

opportunities dynamics and prospects
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Labiana integrates the industrial heritage of different multinational companies
(BASF, Angellini Pharma and Valeant) with the entrepreneurial spirit of its management team

1958

Beginings

* Foundation as a
specialized
manufacturer of
nutritional products
for animals.

* Division, part of BASF Group.

* Develops the first injectable
vitamins and builds the current
site in Terrassa.

* Brings Boehringer and other
CDMO clients.

1999

 Entries of 3i, ABN Amro and
Rabobank funds.

« Acquisition of 2 human health
facilities (Angellini Pharma
and Valeant).

F ABN-AMRO
%bobank £y pngetin

2013
MBO &

Growth

» MBO by the current
management team.

* 1st player to get CEP for
Fosfomycin Trometamol
(human).

« Acquisitions of Zavod
(Serbia) for biologicals and
Zoleant(Turkey).

- Start of the Pets distribution
business.

» Listing on BME
Growth on June 24,
2022.

BME

a SIX company

BASF also started the CDMO business with first class industrial partners
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Labiana at a glance ¥~

We have subsidiaries in Spain, Serbia, Turkey, -
Mexico and Ecuador with production facilities
distributed between Spain and Serbia.

Revenue Adj. EBITDA® Net Debt % Margin Adj. CapEx Market cap.
/EBITDA(M

585 3.7 388 3, 2.8  13.5

Million euros Million euros Million euros Million euros Million euros
(72.5% intl.) (05/16/24)

+300 Clients +425 Employees MAs >780

Data at year-end 2023.
Note: (1) Adjusted EBITDA as earnings before interest, taxes, depreciation and amortization deducting extraordinary expenses derived from the increase in material costs due to inflation caused by international conflicts and price increases in energy and raw materials; the IPO; the VTZ/LSEE

merger; the non-acquisition process of Laboratorios Ovejero as well as the impact on the cost caused by the devaluation of the Turkish lira on the gross margin (sales and cost of sales) in our Turkish subsidiary in 2022. In the case of 2023 are those arising from the Miralta & Blantyre process and the
search for advisors (advisors for the entire process). 7



COMPANY OVERVIEW
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Well established international platform
Products manufactured by Labiana can be found in more than 110 markets,

with direct registrations owned by Labiana in more than 100 countries.

Turkey
Commercial office

(7
&ﬁ Production facilities

HQ production

faciandlities
10

&ﬁxz

Mexico
Commercial
office

Ecuador
Commercial
office

Productio \

facilities
10
r _ dias x2

A worldwide network to leverage on for future growth
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Business lines of Labiana Heath:

CDMO providing revenues stability and commercialization

CDMO

Track record of revenues
(Million euros)

37.7
33.0

37.0
1 32.6

2019

2020 2021 2022

» Continuous transfer of new products.

» Development of new products.

* Specialized manufacturing in high demand technologies.

CAGR
2019-23
2.12%

36.2

2023

of the portfolio ensures growth.

Own
Vademecum

38%

CDMO
62%

Product transfers and product
development for CDMO's
customers are accounted for as
service revenue.

CAGR
Own Vademecum 501023
Track record of revenues 3.13%
(Million euros)
24.0
22.3

2019

2020 2021 2022 2023
« Own product.
« Licensed-in products (livestock, pets, health products).

« Licensed-out products (licenses, profit sharing).
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A growth story, both in the Animal and Human Health businesses

Human and Animal Health Businesses, a growth story

Animal Health R e Human Health o
Track record of revenues Track record of revenues
o 3.25% . 4.77%
(Million euros) (Million euros)
30
32 31
30 28 24
: I I I_I
l Animal
2019 2020 2021 2022 2023 48% 2019 2020 2021 2022 2023

Prices not regulated by any authority. Precios finales regulados por la Agencia del Medicamento en cada pais

(arbitraje Oporto).
Competitive strengths:

* Experience in product development. B Ot h b U S i n e S S e S a re comPEtitive Strengths:

« A proprietary product (Fosfomycin trometamol, a specific

* Experience in handling more than 200 active ingredients and antibiotic for urinary tract infections) in a niche market with
more than 1,300 finished product SKUs. regu I atEd u n d e r t h e worldwide reach. ’ :

+ Know-how in the production of injectable and oral solutions salime Age ncv an d « 22 therapeutic areas in CDMO's business.
and suspensions.

 Know-how in the production of high-demand areas (liquid and

« Special authorizations for psychotropic, hormonal and high Sta nd d rd S. lyophilized sterile, oral solids, etc.).
activity products.

« Authorizations for psychotropic, narcotic and hormonal drugs.

10
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Extensive portfolio oftrusted long-term

partnerships with Tier-1 clients

Oldest clients have been 15 anos

n
>300 Clients 3 to 5 years with Labiana for .
Idwid | h Average client tenure (top
woriawide average contract eng 1 25 years 10 cIients)
Animal Human
DOOOOLOO0OOOOOO00O
Top clients in COMO Top clients in veterinary products Top clients in CDMO Top clients in Fosfomycin
o\ Boehringer ; 3 S @ V —
) hoctiinger @ o Virbac  (vegad®  fsBimeda =) wk;ms f5ferrer (@ KERN JAMPbharms V%E STADA
1 v .
Chﬂgdllﬂ PHARMACOSMOS cm.qi @ RNSV -;:)RAG PHAR MA %gp”l MENARINI PHQENI\ * Exglutls ‘ ‘Pr"—lﬂ mearmaco
Otros clientes relevantes Otros clientes relevantes
ol @ e et fogSet " zenmva I8 7 apotEX QSN Secomn
: agap

High replacement cost due to strong regulatory requirements that generate entry barriers to other players
11
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BUSINESS MODEL

Labiana covers the full spectrum of services
across all stages with strong in-house
capacity to develop, manufacture and
commercialize a wide product range

Development

» Pharmaceutical development.
* Analytical development.
* Analytical validations.

» Development batches.

* Pilot batches/industrial scale-up.

* ICH stability studies.

 Process validation.

 Other services:

v Formulations designed and tested
to ensure the best results.

v Preliminary tests to improve
formulations.

* Supply & Production, and

Commercialization

« Distribution agreements (profit

sharing/royalties).

* Licensing in/out.

Supply &
Production

* Full supply chain service,

from incoming materials
to finished product
release.

(\ LaBIANA

Comercialization

 Acuerdos de distribucion
(profit sharing/royalties).

« Licensing in/out.

13
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CDMO: Growth Drivers

CDMO represents a service in high demand both for CAGR 2019-23: 4.48%
. . . o . . Track record of Revenues from CDMO CAGR 2019-23° 1.81%
companies with insufficient in-house production and for (Million euros)
20.6
those that only develop molecules. 21 18.518.5 18.8

17.2 174 . 17.4

15 A
Extensive know-how in galenic

and production complexity Flexibility and Versatility

10 A

High standards in
customer service

Specialized technologies o

2019 2020 2021 2022 2023
m CDMO Salud Animal ® CDMO Salud Humana

Broad portfolio of top-tier clients with long-term relationships
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g

Turnkey projects

High level of versatility,
flexibility, and service.

CDMO: Competitive Advantage

j

Expertise in a wide variety
of therapeutic areas

=

Outstanding experience as
manufacturer of
pharmacological injectables

Autorizaciones para
hormonas esterilizadas,
psicotropos y narcéticos

Expertise and capabilities in
generic branded products and
niche segments

<

Technological capability to
produce wide variety of formats

\4

High ratings in the clients’ audits

15



3  BUSINESS MODEL

OWN PRODUCTS:

growth driven by development of value-added

products for animal health and human medicines \‘

Innovation in formulation, posology and formats.

High global presence of the portfolio.

Development focused on target market categories.

Business models (licensing in/out, profit sharing, royalties, etc.).

Strategic partnership (co-development, co-marketing...).

L

Own Vademecum in Animal Health

Track record of Revenues
(Million euros)

207 CAGR
2019-23

14.9 5-070/0

15 A

12.6 12.0
10.8
10- 8.4 I I I
0 l

2019 2020 2021 2022 2023

A\ LaBiANA

Own Vademecum in Human Health

Track record of Revenues
(Million euros)

201 CAGR
2019-23
9.78%

15

1.5
10 9.1 8.7
7.2 7.5
5
0

2019 2020 2021 2022 2023

16
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n OUTLOOK 2024-2029

Macroeconomic and industry tailwinds

~ = Macro-global
* Population growth and development of countries
countries (higher protein consumption).
L - «Increased health awareness.

Regulation
/i « Strict regulation creating barriers to entry.
— —

* Increased relevance of GMP certified production.

Pets

- Tasas de gasto crecientes.
* Mayores niveles de propiedad y esperanza de vida.

)
) O

j

Competitive enviroment

+ Large multinationals focused on branded products.

* European niche players show limited capabilities.

* Need for more cost-efficient protein production process.

Livestock
« Individualized treatments in developed markets (injectables).

* Industry importance in emerging markets (c.70% of total income).

« Lower treatment penetration in emerging markets.

Human
* Prevalence of generics in human medicine.
« Antibiotics with low level of resistance (Fosfomycin).

(\ LaBIANA
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Strategic Priorities

Continue CDMO's growth.

Promote development and innovation in the field of contract manufacturing to
increase revenues. to increase revenues.

Produce more products for existing customers.

Centrarse en el negocio de la Fosfomicina.

Leverage the CDMO-Customer relationship to develop new products, businesses and
licensing-in agreements.

Promote synergies between animal and human health divisions.

19
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1. Continue to develop the proprietary commercial
platform to drive CDMO's growth

‘01 EVOLUCION CDMO 39 ACUMULADO TOTAL: 179.8 M€
39 1 (Millones euros)

38 A
CAGR
37 2019-23

1.75%

37,0

36 - » Continuar el crecimiento de CDMO.

35 4 . .
* Promover el desarrollo y la innovacion en

el ambito de la contract-manufacturing
para aumentar los ingresos.

34 -
33 -

32 - Aportar todo el valor afiadido de nuestros

conocimientos y experiencia para aumentar
la base de clientes de CDMO y seguir

31 -

30 -

2019 2020 2021 2022 2023 fidelizandolos.
Produce more Promote synergies Leverage the CDMO-Customer relationship
Vectores de I Increase volumes to . . Penetrate new
. . products for existing : . between animal and to develop new products, businesses and
crecimiento gain efficiency. L : ot customers.
customers. human health divisions. licensing-in agreements.

Growth will come from fostering relationships with existing customers and attracting new ones.
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Expand Labiana's global business by
leveraging growth in target markets.

Map of Labiana's own product presence Lines of action

 Establishment of a solid network of
strategic allies in target markets.

+ Expansion into new international markets
where we are not yet present.

» Accelerate the registration of new
products.

+ Consolidation of Labiana's pipeline based
on feedback from partners in strategic

21
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3. Develop new products and expand the
licensing product portfolio.

Pipeline of new products, some of them at an advanced stage.

-.- # Cumulative new products in the pipeline

G: Generic

FG: First Generic
V: Vaccine

I: Innovator

OTC: Over the Counter

AH: Animal Health
HH: Human Health

2021

+ Pain control (G)(AH)
+ Anti-inflammatory
(FG)(AH)

2022

+ Long-acting antibiotic (FG)(AH)
« Veterinary antibiotic (G)(AH)
+ Urinary Infect. Prev. (OTC)(HH)

2023

+ Anti-inflammatory (G)(AH)

- Antibiétic (G)(AH)

+ Regulador metabélico (G)(AH)
- Veterinary antibiotic (G)(AH)

2025

+ Anti-inflammatory
(FG)(AH)

2026

+ Treatment of

Diabetes (G)(HH)

+ Hormons (G)(HH)

2027

- Biological

nonimmunologica

I (1)(AH)

2029

+ Pain control (I)(AH)

+ Sheep viral disease (V)(AH)

* Pig vial disease (V)(AH)

* Poultry viral disease (V)(AH)

+ Antibiotic hospital setting (G)(HH)

(\ LaBIANA

22



n OUTLOOK 2024-2029

4. Fosfomycin business consolidation

Gradual introduction of the profit sharing model to reach more markets
and take advantage of the markets and take advantage of the different
price levels in each of them

Registrations and sales of Fosfomycin

@ Technological transfer

- Fosfomycin on going registrations On going Technological transfer

(\ LaBIANA

. S PO
7= et
e N T S e SER T e
e e

icina Labiana 39
FOSme | en sobres EFG

:‘a

5
i
)
qi

—

granulado para solucion ora

Fosfomicina (trometamol)

B et e A i st et Sl y
DI 2= i Ve PRy R v RN

ia oral :
D Y‘sgbore de gvanulaoo para solucion oral
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-

Lines of action

* First-choice drug indicated for the treatment of uncomplicated acute
cystitis uncomplicated acute cystitis in adult women and
adolescents. A single-dose treatment with rapid absorption.

* In Spain B2B through the market leader under its own brand name.

* The licensing-out agreements provide for production at Labiana and
sales under the customer's brand, particularly under the customer's
brand name, especially for export.

* Given the different price levels in each and every one of the markets
in which its customers markets where its customers operate, Labiana
modified its business model to profit sharing for high business model
to profit sharing for highly profitable markets.

+ Labiana currently has 102 authorized MAs and 20 new ones in the
pipeline. new ones in the pipeline.

23
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! ' '
Increase profitability by mcreasing‘margms

B
s

Maximizing revenues Increased operational efficiency

. . . 1. Production Optimization (automation, monitoring and
1. New product development (increase profit margin). predictive analytics).

2. Supply Chain Management and inventory optimization.
2. Diversification (PETS area). inventory.

. . o 3. Optimization of quality management systems (minimize
3. Leverage and strengthen synergies between different divisions. rejects and returns)

4. Expand and diversify contract manufacturing services for 4. Focus investments on regulatory compliance, productivity
current CDMO customers. and growth.

. 5. Production sustainability (energy efficiency and waste and

24



6. Creating value through the synergies of the different areas

Livestock Human Pets

Areas of Synergies

Specialized and synergistic Synergy of know-how in

Organization High competitivenessin R&D teams and synergic S molecules for human use for LB kn?w o
. . . . . customers for both between the different
commercial. production services. teams in human and veterinary . . the development of new . .
business units. divisions and areas.

and veterinary health. veterinary portfolio.
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Business Plan

Guidelines

Strengthen all divisions Increasing profitability

+ Steady growth in the CDMO division: * Operational improvements:

» Diversification of services to existing customers. » Margin optimization mix: higher volumes, Group-wide purchasing

» Expansion of the portfolio of new clients. management, inventory optimization, etc.

» Operational improvements based on technology, indicators, analysis

. . and forecasting systems, etc.
+ Commitment to the development of its own vademecum:

» The veterinary division will be the fastest growing business: ..
* Revenue maximization:

1. Launch of new products. . e . : :
N P » Diversification of products and services (innovation, PETS areas,

2. Exploitation of the existing commercial network (synergies between different expanding vademecum, expanding CDMO services, etc.)

areas). . , -
) » Leverage and enhance synergies between different divisions.

3. New markets through new distribution agreements and MAs. L _ _ _
» Cost monitoring and price review and adjustment.

» The human division will benefit from: .
» New geographic markets.
1. Growth in Fosfomycin revenues.

2. Launch of new products currently in development.

26
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n FINANCIAL STRATEGY

- CapEx and Financing

m Other intangibles
® Investment in R&D
Tangible assets

Total CapEx evolution

(Million euros)

% over revenues

7 1 6,7
6 35
5,5 5,5
5 - 4,7 30
U
25
4 4
20
3 - 2’8
15
5 | 4.2
3.2 ) 10
. 23 26
1.6 5
0 0

2019 2020 2021 2022 2023

Source: Annual accounts, company information.

T
& I11°/o I_l 12% I_[ 8% I—[ 99, I—| 5% I 45 4

40

Net Debt(" Evolution

(Million euros)

Net debt/adj. EBITDAR
T

[ 7.6x |-{ 4.8x |—{ 5.1x | { 7.5x | —{10.4x]
377 387 38.8

il

2019 2020 2021 2022 2023

Targets
2029E

Annual CapEx
2024E-2029E

c. €5M
NFD/EBITDA

<3.0x

Working Cap.
Stable

(\ LaBIANA

Strengthen the balance sheet
(new equity) about

€5mn to €10mn

Reorganize the debt through:

* Refinancing plan to lengthen
maturities and improve cost
of liabilities

 Optimization of the assets
base

Purely informative effect.
Adjusted EBITDA last period 2023:
1,8M<£ (figures not audited)

Note (1): Net debt calculated as the sum of long-term and short-term debt (gross debt) minus cash for the year. Note (2): Adjusted EBITDA as earnings before interest, taxes, depreciation and amortization deducting extraordinary expenses derived from the increase in material costs due
to inflation caused by international conflicts and price increases in energy and raw materials; the IPO; the VTZ/LSEE merger; the non-acquisition process of Laboratorios Ovejero as well as the impact on the cost caused by the devaluation of the Turkish lira on the gross margin (sales and
cost of sales) in our Turkish subsidiary in 2022. In the case of 2023 are those arising from the Miralta & Blantyre process and the search for advisors (advisors for the entire process).

28
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n WHY LABIANA

Why invest in
Labiana?

el growth story

11 Unigue strengths

f'/) Favorable Industry
m. dynamics and prospects

A global healthcare company with broad diversification in
the Animal Health and Human Health business.

« Growth opportunities through geographic diversification and expansion.
» Expand the Fosfomycin profit sharing model.

* New value-added products development and launch.

* Leverage the production and distribution synergies of the group.

- Labiana is recognized for its injectables platform as a benchmark in both divisions.
* Broad portfolio of first-tier customers with long-term relationships.

- Extensive internal capacity to develop, manufacture and commercialize products.

« Strong capacity to develop products of high galenic complexity.

* Increasing population and income, prospects for high growth in protein consumption.
+ Livestock: regulatory trends towards restriction of mass treatments.

* Pets: increase in pet ownership and life expectancy.

* Human: aging population with prevalence of generics in human medicine.

+ Defensive and countercyclical sector with highly positive projections.

(\ LaBlANA
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Gracias.

Cristina Ramos Recoder
investors@labiana.com
(+34) 91 991 26 28
www.labiana.com

Contact
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